1. Introduction 6. Conclusion
The 'Solution'
The 'Headroom' estimates the height of the future reimbursement opportunity...
£ £ £ £
Stops manufacturers wasting resources on devices that will never be cost effective so never make it to market 
0.00025
Headroom: £1,556+£55+ (0.00025* £20,000) = £1,616
The product is now sold for around £100: Headroom would have indicated plenty of room for development. The device is available globally.
•Headroom is most easily elicited where the change proposition is straightforward
•Development decision implied by headroom analysis related / partially related to actual market success / failure in 85% of cases.
•BUT when combined with the 'extra considerations' identified (see below) the method quite accurately predicts the market prospects of new devices, even at a very early stage 
Realist Evaluation
Case studies
Primary Research Question: Is the Headroom Method a useful tool for device developers?

Does it work?
Interviews •To obtain the perspective of seven distinct stakeholders
Can it be used by the developers?
•For the first time, the possible implications of basing development decisions on a headroom analysis has been explored.
• Impact on healthcare resources (∆Cost); and • Impact on patient health (∆Health).
The Headroom Method incorporates this demand-side reimbursement process (decision to buy) into supply-side investment decisions (decision to develop). It is to be used as early as possible, ideally at 'concept' stage of a new device (pre-development). 
